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At Your Service…  
by:  Peggy McQuaid, CLM 

A message from the President 
Mentoring - When I first joined ALA a thousand years ago, I was new to law firms and law-
yers.  If I hadn't been fortunate enough to have had several people who mentored me for a 
few years, I would not have survived.  But we seem to have forgotten its value over the course 
of time.  In talking recently with some successful administrators who've survived in the pro-
fession, they all have the same comment:  "If it hadn't been for  (fill in the name) I wouldn't 
have made it."   So I want to encourage all of you who are fairly new to the profession, i.e., 
less than 3 years, to contact a member of the board and request a mentor.  The goal is to pair 
you up with someone more experienced who can help you ease the transition to being a 
strong administrator instead of a figurehead - or not surviving at all.  If you are one of these 
newer to the profession, either by promotion from another staff position, or coming from 
some other industry, you should know that a mentor can help you avoid the very high mortal-
ity rate among new administrators.  As for the veterans in the chapter, I want to encourage 
you to contact a board member and volunteer to mentor one of the new folks like you were 
mentored when you were new.   And if you're a seasoned veteran, the most satisfying thing is 
helping to grow another person.  We could also use a few people to help coordinate the proc-
ess.  Please consider how you can participate and contact a board member.  The chapter will 
be stronger for it. 

At your service,  
Peg 
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ALA's Presidents' Awards  

of Excellence conferred  

on Houston Chapter 

Scoring for this award is based on the honor 
system. Calculations are always verified (to 
uncover the occasional mathematical error), 
and a number of items are chosen for audit-
ing each year.                  

 

 

Sometimes this process results in a change 
of award category (Platinum, Gold, Silver, 
Bronze or Honorable Mention); however, 
most of the time it does not. Now that the 
verification process is complete, I am 
pleased to report that the Houston Chap-
ter’s award classification is Silver.  You’ve 
all worked hard throughout 2005 to achieve 
this award.  Congratulations.-Nicole Larson,         

Chapter Relations Coordinator 
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Questions?  Comments?  Suggestions? 
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Copy Source 1, LTD 
 
The Houston CourtYard is published quarterly by the Hous-
ton Chapter of the Association of Legal Administrators as a 
service to chapter members.  The newsletter is circulated to 
almost 250 people including Houston Chapter members, 
vendor sponsors, national and regional officers and the 
presidents and newsletter editors of other chapters. 

 
The Newsletter committee welcomes articles, letters, sug-
gestions and comments.  Request for permission to reprint 
any part of the publication should be addressed to the Edi-
tor. 

 
The Houston Chapter of the Association of Legal Administra-
tors does not provide legal, financial or counseling advice 
through this publication, and any article, letter or advertise-
ment published herein should not be considered an en-
dorsement by them.  The opinions expressed in the Houston 
CourtYard are strictly those of the authors and do not nec-
essarily reflect the opinions of the Association of Legal Ad-
ministrators, and may have been edited. 

 
The Association of Legal Administrators is a non-profit or-
ganization.  ALA Headquarters may be reached at Associa-
tion of Legal Administrators, 75 Tri-State International, Suite 
222, Lincolnshire, IL  60069-4435, Phone: (854) 267-
1252, Fax: (847) 267-1329, www.alanet.org.  

The Mission Statement 
The Association of Legal Administrators' mission is to improve 
the quality of management in legal service organizations; 
promote and enhance the competence and professionalism 
of legal administrators and all members of the management 
team; and represent professional legal management and 
managers to the legal community and to the community at 
large. 

 

The Board 

Position   Member           E-Mail 

President   Peggy McQuaid, CLM        mcquaidp@howrey.com 

President-Elect Kevin Richardson, CLM    krichardson@jonesday.com 

Vice President Kristie Ratliff, CLM         kratliff@nathansommers.com 

Treasurer   Greg Harris, CLM         greg.harris@phillipsakers.com  

Secretary  Marina Valdes         mvaldes@susmangodfrey.com 

Director  Robin Hoffman         rhoffman@cjmlawcom 

Director  Herb Holloway         hholloway@scmfpc.com 

Past President Marla Chick         mchick@velaw.com 

Committees 

Audit  Andy Lopez         alopez@bracepatt.com  

Chapter Awards Marla Chick                 mchick@velaw.com 

Community Challenge Brooke Pry         bpry@porterhedges.com 

Education   Deborah Gardner, CLM     dgardner@westmorelandhall.com 

Job Bank  Susan Salvaggio         susan.salvaggio@arlaw.com 

Membership Shiree Elliott         shiree.elliott@farmers 

Newsletter Charles Cressy, CLM         ccressy@publiclaw.com   

Retreat  Cathy Thompson         cathy.thompson@chamberlainlaw.com 

Salary Survey Cindy Graves, CLM         cgraves@winstead.com           

Technology Jason Folkman         jfolkman@cjmlaw.com 

Vendor Partnering Regina Thompson         rthompson@crusescott.com 

 

Interested in serving on a committee?  It’s never too late, just contact one of the Com-
mittee Chairs and get started. 
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On Call Technology Help Can Boost Law Firm Productivity 
By Dena Rafte, Rafte & Company 

 In the effort to boost profitability, many law firms have 
implemented various technology strategies and processes that are 
designed to increase productivity.  In the past decade, these infor-
mation technology (IT) investments have transformed the way the 
typical law firm operates and, in the process, technology solutions 
have become tightly woven into the fabric of law office and practice 
area management.  

 When properly designed and managed, these systems 
can provide significant value to a firm both in terms of operational 
effectiveness and enhanced client service.  This translates into 
strengthening the firm's financial health and positioning the firm to  
d e l i v e r   r e a l   c o m p e t i t i v e   a d v a n t a g e .     
 However, for many firms, technology tools fall short of 
their promise.  Sometimes as a result of faulty equipment, but 
more often due to a lack of training, technology headaches 
abound.  It can be as simple as formatting a document or as com-
plicated as specialized database reporting but the end result is the 
same: productivity suffers. 

 

The Legal IT Help Desk 

 Many firms have found that it’s not worth spending lots of 
time trying to fix technology problems – especially if it takes away 
from other more valuable activities, Instead, they have incorpo-
rated a legal IT help desk into their processes. 

 Having on-call access to legal expertise can be invalu-
able.  Essentially, any help desk serves as a central point through 
which a firm’s technology problems are reported and addressed. 

 Establishing a dedicated staff to deliver these services is 
critical to the success of any help desk initiative.  Depending on 
the expectations, the firm may find that multiple people with de-
fined areas of expertise are needed. 

 When hiring help desk staff, it is important to identify 
professionals with the right mix of technical and customer service 
skills.  Not only must they understand a variety of legal technology 
applications, they must also be able to communicate that expertise 
to the law firm’s staff and attorneys.  Above all, they must be able 
to troubleshoot quickly and remain calm under pressure. 

 Most help desks can address staff problems with the 
following: 

Document management 

Microsoft Office applications – Word, Excel, PowerPoint, 
Access, and Outlook 

Desktop support 

Legal accounting 

Litigation Support databases 

Docketing 

Remote access 

Problems with mobile devices, wireless devices such as 
PDAs 

Spyware and malware problems 

Any help desk initiative can only be as good as the sup-
port systems that are placed around it.  This translates to estab-
lishing a methodology for handling calls (i.e. when to shift a call to 
a higher level of technical support), using technical resources (i.e. 
manufacturer’s knowledge bases – MS Technet; Novell Support 
Knowledge), interacting with pier groups members at other firms 
(user groups, listserv etc.), and providing support utilities (remote 
control software). 

Also, it is extremely important that these individuals re-
ceive continuing education in all of the phases of their responsibili-
ties. 

Considerations for Outsourcing the Help Desk Function 

 While most large firms maintain an in-house help desk 
staffed by IT experts, this can be cost prohibitive for the vast major-
ity of firms.  

 Sourcing this function from a legal IT services provider 
helps law firms level the playing field by cost effectively giving them 
access to legal technology expertise that would be expensive to 
maintain in-house. 

 In addition to the obvious financial benefits of such an 
arrangement, many firms are finding that the biggest benefit is 
that it allows them more time to concentrate on their core busi-
ness: maintaining positive and productive client relationships and 
doing exceptional legal work.  Additionally, having the service on-
call gives the law firm total flexibility to meet changing business 
conditions. 

 Meanwhile, the sole focus of the help desk provider is to 
fix technology problems as quickly as possible, helping the law firm 
reduce wasted time, maximize productivity and increase billable 
hours. 

 Other benefits include the following. 

Costs – Because costs of help desk operations and per-
sonnel can be spread across many firms, each client 
pays significantly less than if they created or main-
tained their own help desk. Further, flexible pricing 
options can match every firm’s budget with the 
choice of a flat monthly fee that gives everyone in 
the firm access, or an hourly fee for each help desk 
contact. 

Quality – Having a firm that specializes in legal IT services 
to support help desk calls contributes to a higher 
rate of first-call problem resolution, which lowers 
cost per incident and increases customer productiv-
ity. 

Experience – With clients representing a range of differ-
ent configurations and circumstances, a legal IT 
services firm offers broader range of knowledge of 
the technology used to support a law firm. Each time 
a call is received, the experience gained from a pre-
vious caller is used in supporting that user. 

     (cont’d. on page 7) 
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VENDOR KICK-OFF EVENT 

 

The Houston Chapter of the Association of Legal Administrators  

hosted a KICK-OFF party for the  

2006 Vendor Sponsors  

on Thursday, March 30th  

at the Crowne Plaza Hotel/Downtown 



Small Firm Notes: What makes them different?  
by Luciann Leraul, MBA, CPA  
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The Houston Chapter 
 Job Bank 

Looking for a change?  Check out the Houston  
ALA Job Bank located on the Chapter website, 
www.alahou.org.  To post a job opening with the 
Houston Chapter or place your name on the contact 
list for future openings, please contact Susan Sal-
vaggio, Job Bank Chair, at (713) 308—0171 or 
susan.salvaggio@arlaw.com 

The Association of Legal Administrators is composed of 
professional managers for all sizes of firms—from five at-
torney shops to mega-firms. The American Bar Association 
tells us that 47% of all attorneys are sole practitioners, 
17% are in two to three person firms, and 16% are in four 
to nine person firms. That is over 80% with a special per-
spective on practicing law. 

What is that perspective? As most small firm administra-
tors understand all too well, there are many issues that 
these firms face that for larger firms seem less catastro-
phic—a malfunctioning network, a late billing cycle, an 
800 pound gorilla client leaving or an 800 pound gorilla 
attorney leaving for that matter. Small enough and we can 
even include things like a no-show employee on the day 
the appellate brief is due. (I have personal memories of 
going out to buy dinner for the briefing team so that no 
one would get the urge to go home). 

In this article, we won't look at all the possible causes of 
sleeplessness in small firms but will concentrate for the 
time being on a well-run financial side of the practice. One 
of the wonderful things about being a small firm adminis-
trator is being able to see and deal with the very bones of 
the organization—to know that people at your firm have a 
job because you are doing the financial aspect of your job 
well. 

Let's then look at some of the key pieces to operating the 
financial side of the administration of a small firm. No 
secrets here. It is all about sufficient volume, timely billed 
and timely collected. No amount of statistical maneuver-
ing will change that-and believe me I have seen some very 
creative efforts. Let's parse that all important sentence. 

• Sufficient volume: some of us may be tempted to say 
"not my job" but in small firms all hands have to row. A small 
firm administrator will look at the pre-bills mid-month gaug-
ing whether what are supposed to be the larger clients are 
being worked. Likewise, staggering attorney time off is care-
fully orchestrated so that cash flow is not adversely af-
fected. Banking relationships at certain times of the year 
are critical due to the timing of cash flow. Contingent cases 
are often a headache to the administrator. Getting the han-
dling attorney to say when all that clever legal thrust and 
parry will finally become cash is important along with mak-
ing sure the transactional attorneys have not abandoned 
their posts. 

• Timely billed: Here too the small firm administrator will 
scan time sheet entries for attorneys to be sure everything 
is properly accounted. Some files may be perused looking 
for recent unbilled legal product. Billing may go out upon 
completion instead of waiting for that magic moment once a 

month. And, needless to say, billing will go out as a high pri-
ority for as many staff as it takes. Bills sitting on attorney 
desks for that third and final review may disappear though 
no one knows how (if they are ever missed, that is). 
Timely collected: The administrator watches and reports to 
the partners whether client A or B or C has not paid this 
month and may in fact call to see if payment can be picked 
up. No one is shy when talking about the "C[ash]" word. The 
administrator knows how to calculate realization and does 
so with great regularity on the larger clients. Small firm ad-
ministrators will pull Dun & Bradstreet reports on existing 
clients or follow the local news for public companies to see 
whether trouble is on the horizon. 

About the Author   Luciann Leraul, MBA, CPA is 
the founding principal of Law Firm Management Services a 
CPA firm specializing in law firms based in San Francisco. 

Joyce Klejbuk is literally moving mountains  

for her firm; therefore, 

TEXAS TIDBITS 

will return in the September  

issue of The Houston Courtyard.  Go Joyce! 



MEMBER ANNIVERSARIES 
May, June, July, August 

May 
G. Patricia Barrientos 
Paul F. Brauer 
Elizabeth Briggs 
Kristie L. Dewey 
Vicki  J. Hood 
Virginia L. Kirila 
Mary A. MacDonald 
Deena D. Marsh 
Peg Nelson 
Kevin D. Roberts 
Donna D. Robin 
Elizabeth E. Sampson 
Cathy Thompson 
Regina G. Thompson 
William C. Wilder 
                         
June 
James R. Agnich 
Linda K. Baldwin 
Sheena A. Bass 
Johanna Kirwin 
Alana A. Little 
Keith P. Marlow 
Christina Marsden 
Nancy A. Rader 
Stacey J. Ransleben 
Susan M. Salvaggio 
Nikki N. Thornton 
Jennifer L. Tripplet 
 
July 
Kenneth R. Brosch 
Theresa L. Bruner 
Candace K. Childress 
 

Brenda C. Cialone 
Shiree D. Elliott 
Jason R. Folkman 
Judy G. Graham 
Rhonda Harmer 
Kathleen Hopkins 
Gail A. McNease 
Harriet B. Moskowitz 
Mick C. Pritchett 
Linda L. Smith 
Peggy J. Stillwell-Smith 
Michelle A. Stokan 
Marina Valdes 
Mona L. Vanderford 
Kathryn S. Vidal 
Charlanne D. Wilcoxson 
 
August 
Larry D. Avant 
Keale D. Belinowski 
Melinda W. Bell 
Shannon T. Burdett 
Gary K. F. Cain 
Jerilyn B. Dean 
Kay D. Forker 
Sharon K. Gage 
Dennis L. Gane 
Jody M. Gressett 
William B. Harvey 
Dale C. Jensen 
Joyce W. Klejbuk 
Rebecca L. Leggett 
Sharon M. Martin 
Charles H. Post, Jr. 
Joye M. Roebuck 
Michelle J. Walker 
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New Members 
May 

Doris L. Shastid   
Coats Rose Yale 
 
Lee Ann May 
Burleson Cook LLP 
 
Yolanda M. Wise 
Zimmerman Axelrad 
 
Carol  Y. Guess 
Guess Firm PLLC 

June 
 
Connie L. Hawkins 
Bush & Ramirez, PC 

Membership Notes 

Do you know the Who, What and When? 

The Membership Committee consists of: Shiree Elliott-
Chair; Shari Martin-Co-Chair; Jason Folkman; Sharon 
Shaw; Joye Roebuck, Christina Morales and Regina 
Thompson. The Membership Committee develops and 
implements programs to ensure the successful assimila-
tion of new members into the chapter:  prepare and main-
tain Chapter member name tags; coordinate member-
ship/guest RSVP’s with Board to ensure name tags are 
available at Chapter events; and schedule and take new 
member and existing member photographs for online 
directory. 

The Houston Chapter ALA is presently campaigning for 
the 200th membership. The 200th member and the Hous-
ton Chapter member referring the 200th membership will 
be awarded a scholarship for registration to the Regional 
4 Conference in Denver, Colorado in October. 

On July 19, 2006, the Houston Chapter ALA is holding a 
New Membership Drive which will be held during the 
monthly meeting at The Four Seasons Hotel. There will be 
two iPod drawings; one drawing for each member that 
brings a guest and one drawing for each guest-potential 
member. Don’t miss this event! Please make sure you 
RSVP. for you and your guests. Note: the $35 fee is 
waived if your guest is a potential member. 

Mark your calendar to attend the August 16, 2006 ALA 
meeting. In addition to the scheduled speaker, the Mem-
bership Committee is holding a “Get Your Picture Taken 
Day”. Jason Folkman has volunteered to be the photogra-
pher.  If you currently have a picture online, but would like 
to retake the photograph, please have Jason take your 
picture this day. If you are a new member and do not 
have a picture online yet, please ask Jason to take your 
picture this day. Our goal is to get all member photo-
graphs online by the end of August.  

This committee would welcome you as a volunteer.  If 
interested, please email Shiree Elliott at 
shiree.elliott@farmersinsurance.com. 



Calendar of Events 
July 2006 
July 10   Board Meeting 
11:30a.m.-1 p.m. Tuscany Room, The Four Seasons 
 
July 19    
Morning Session  Chapter Meeting 
9:00 a.m.– 11:00a.m. The Four Seasons 
   “Rev It Up Reading Workshop” 
Lunch Session 
11:30 a.m.— 1:00 p.m. “Slaying the Email Dragon” 
 

Speaker for both sessions is 
Abby Markes Beale 

     
August 2006 
 
August 7  Board Meeting 
11:30a.m.-1 p.m. Tuscany Room, The Four Seasons 
 
August 16    
   Chapter Meeting 
11:30 a.m.— 1:00 p.m.. The Four Seasons 
   “Texas House Bill 1-Business 
    Tax” 
 
August 9  New Members Luncheon 
   Location: TBA 
 
September 2006 
 
September 11  Board Meeting 
11:30 a.m.— 1:00 p.m.. Tuscany Room, The Four Seasons 
 
September 20    
   Chapter Meeting 
11:30 a.m.— 1:00 p.m.. The Four Seasons 
   “Ethics” 
 
September 22-23 Annual Retreat 
   San Luis Resort, Galveston 
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Lenore’s idea of disaster    
preparedness had more to do 
with covering the reception 
desk on Monday mornings with 
less than an hour’s notice than 
with fire, floods or dirty 
bombs... 

 

bexarass, inc. 

 On Call Technology   (cont’d from page 3) 

 

Convenience — Help desk users get             
 consistently excellent service without 
 the challenges associated with operat
 ing a help desk. Because the legal IT 
 services firm accepts the responsibility 
 of personnel management, system  
 upkeep and  continuing education, the 
 user doesn’t have these frustrations. 

 Every time a staff member or an attorney is heard 
cursing their PC, law firms are reminded just how seriously 
they rely on technology. Every minute of downtime results 
in lost productivity and eats into the profitability of the 
firm. If technology tools have failed to live up to their 
promise of enhancing productivity, a help desk operated 
by on-call legal IT experts might be worth exploring. 

 With the help of these experts, your firm can real-
ize the promise of increased productivity that led to the 
technology investments in the first place. 

 

Dena Rafte is president of Rafte & Company, 
(www.rafte.com) a leading provider of strategy and tech-
nology consulting services for law firms. Rafte & Company 
provides a full range of consulting and outsourced IT ser-
vices. Call 800.396.9390. 

Unable to attend the  

International Conference? 

Does Herb Holloway Have a Deal for You! 

Many of the Conference  

Educational Sessions are being made available  

upon request in CD format. 

For a complete list of sessions available 

e-mail Herb:  HHOLLOWAY@SCMFPC.COM 

Thanks Herb for bringing Montréal to Houston 



SALARY SURVEY COMMITTEE 
By Charles Cressy 
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How Do Your Numbers Add Up?? 

Can you believe another year has passed, and it is time to 
begin thinking about participating in the Houston Chapter's 
salary survey?  Before you know it, we'll all be working on next 
year's budget and looking for something to tell us whether we 
are on the right track regarding compensation and benefits. 

   This is an exciting year for the salary survey committee, and 
we are already hard at work…actually we have been for quite 
some time.  As you know, this is the second year of our web-
based salary survey, a product that was many years in the 
making.   

   Years ago, Tom Ivey suggested the board consider develop-
ing a web-based salary survey.  At the time, the Chapter was 
spending about $12,000 a year to have an independent third 
party compile data submitted by our members.  The results 
were good for the time, but with technological advances, it 

was obvious there had to be a way to produce a consistently 
accurate product that was more user friendly and more eco-
nomical to produce.  The survey format also had to be flexible 
to grow and change with the industry.  Plus after the initial 
investment, the Chapter would own the product and thus sig-
nificantly reduce the cost of providing its members a salary 
survey.  For those of you who participated last year, you know 
the result.   

   Earlier this year the committee, led by Cindy Graves, began 
reviewing the survey along with the comments and sugges-
tions we received last year to see what enhancements we 
would make for 2006.  Some of the changes include tweaking 
the reporting to include the 25th and 75th percentiles, making 
the reporting easier to read, improving the import process and 
modifying positions reported and their descriptions.  
     (cont’d. on page 9) 

   One of the most important responsibilities for plan fiduciar-
ies is to make sure they understand and manage the amount 
of investment fees plan participants pay.   The Department of 
Labor has proposed regulations that will hold plan fiduciaries 
responsible for understanding and accounting for all plan ex-
penses.   

   There are many complex variables that make understanding 
401(k) costs difficult.  First, plan fiduciaries must first under-
stand that their agenda does not necessarily match those of 
their 401(k) vendor or advisor.  Ideally, fiduciaries would want 
to pay the lowest cost possible for services.  Conversely, 401
(k) vendors are in business to make money and 401(k) advi-
sors need to be compensated for their services. The founda-
tion for managing expenses is to understand “revenue shar-
ing”.  Revenue sharing is a term used to describe the payment 
(or sharing) of fees to the various parties providing service to 
the plan. These service providers include, but are not limited 
to, the investment provider, money managers, advisors, third-
party administrators, etc.  Each of these needs to be compen-
sated for their service to the plan.   As a simple rule of thumb, 
the more parties involved in the plan, the higher the cost.   Of 
course, cost should not be the overriding issue for service pro-
vider or fund selection. 

   Understanding investment pricing is also difficult because 
401(k) vendors are underwriting business and have great pric-
ing flexibility.  Each plan can be priced differently.  It is com-
mon for companies with the same 401(k) vendor to be paying 

different fees, sometimes dramatically different fees.  The 
vendors have a variety of ways to structure the cost of the 
plan including applying billed fees, per participant fees, differ-
ent fund share classes, and the ability to impose an asset 
charge or wrap fee to plan assets. 

   One method used by 401(k) vendors and advisors to price 
products is through the use of different fund share classes.  
These fund share classes have the same managers and in-
vestment policy, but have different levels of expense.  The 
share classes can pay various amounts of compensation to 
401(k) vendors and advisors.   

   The cost difference between these share classes can be 
significant. One mutual fund company makes available 5 dif-
ferent share classes of funds for their 401(k) product. The 
most expensive share class is approximately 300% or 3 times 
the cost of the least expensive share class.401(k) vendors are 
looking for larger plans with high participant average account 
balances.  The average account balance is important because 
401(k) vendors know their per participant cost to provide ser-
vice.  If the revenue generated on a per participant basis ex-
ceeds the vendor’s per participant cost to provide service, 
then the plan is profitable and attractive.   It is not uncommon 
today for 401(k) vendors to decline to offer services to pro-
spective clients because the plan would not be profitable to 
their organization.  

     (cont’d on page 9) 

Understanding and Managing  
401(k) Investment Fees  
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(cont’d. from page 8)  Plan fiduciaries need to ask very di-
rect questions of the service providers when trying to under-
stand and manage costs.  401(k) vendors and advisors may 
not be forthcoming about their fee and pricing strategies.  
Don’t be afraid to pit the vendors against each other when 
negotiating fees and services. You may be surprised at the 
concessions made during the negotiation process.   

Here are some tips that will help you understand and man-
age costs: 

Understand Various Fund Share Classes.  Have the 401(k) 
vendor disclose all available fund share classes and the 
various components of those share classes, including man-
agement fees, advisor compensation, 12b-1 fees, sub-
accounting fees, service credits, etc. and the recipient of 
those fees.  The vendor may also have different fund lineups 
that include different funds and share classes.  If your plan 
has an extra surcharge or additional fee deducted from plan 
assets, ask what that fee is comprised of and who receives 
those fees.  

Understand 401(k) Advisor Fees.  Understand how the 
plan’s advisor is compensated, including any finder’s fee 
commission for the sale of the product, ongoing asset-based 
fees, and the impact of those fees on plan assets or invest-
ment return.   Advisors need to be compensated for their 
services to the plan.  However, plan fiduciaries are responsi-
ble for ensuring that their compensation is reasonable, es-
pecially if their plan participants are paying the cost. 

Understand Product Recommendations.  401(k) vendors 
don’t necessarily pay the same compensation.  Some ven-
dors pay finder’s fee commissions for the sale of the prod-
uct, whereas others don’t pay commissions.  Fiduciaries 
need to know if the product recommendation is truly in their 
best interests. 

Understand 401(k) Vendor Incentives.  Read the fine print. 
Some 401(k) vendors can pay additional compensation in 
the forms of cash or services to advisors. Fiduciaries need 
to make sure that the recommendation is good for them, 
not just the advisor trying to sell the product.  Fiduciaries 
have a fiduciary responsibility to select a vendor whose ser-
vices are in the best interests of their plan participants. 

Understand Fund Recommendations.  In certain products, 
the mutual funds generate different fees to the 401(k) ven-
dor and advisor.  Plan fiduciaries need to understand the 
revenue sharing of the funds, and whether the fund recom-
mendation is truly in their best interest. 

Benchmark Your Current 401(k) Vendor.   Fiduciaries should 
compare their vendor’s fees and services against those of 
alternative vendors at least every three years.  As the plan 
grows in size, and especially if the average participant ac-
count balance increases over time, fiduciaries have an op-
portunity to negotiate lower fees and greater services.  The 

401(k) market is very competitive.  Vendors are more willing 
than ever to negotiate fees and services to win and retain 
business. 

Keep the 401(k) Vendor and Advisor Separate.   Too many 
fiduciaries tie the 401(k) vendor and advisor together. The 
decision to use a 401(k) vendor and 401(k) advisor should 
be separate decisions.  What if the 401(k) vendor meets the 
needs of plan, but the 401(k) advisor does not.  Should the 
fiduciaries hire the 401(k) advisor simply because the advi-
sor presented that product?   By keeping the two parties 
separate, fiduciaries can also obtain pricing from the 401(k) 
vendor without advisor fees. If the fiduciaries wish to retain 
the services of an advisor, they can always add in that fee.   

Guy Muranaka of AlphaPoint, Inc. is a fee-based consultant 
with over 15 years in the qualified plan market, serving on 
401(k) committees and experienced working with law firms.   
AlphaPoint, Inc. is an SEC Registered Investment Advisor.  
For more information you can visit www.alphapoint.net 

© Copyright 2006 AlphaPoint, Inc. 

 

This year, the committee is also looking to se-
lectively market our survey to other ALA Chap-
ters.  We learned there is not an affordable 
product out there to meet our Chapter's needs, 
so why not share our survey program with oth-
ers and at the same time generate additional 
revenue?  In addition to our 2006 enhance-
ments, we are working on producing a demo 
CD to market our survey to  other chapters.  We 
hope to lease to three to five chapters this year; 
we'll see how it goes from there. 

We are excited to have Debbie Ganjavi, Beth 
Koerber and Arlene Nixon join our committee.  
Soon we will announce the start of the  2006 
survey period.  We encourage your participa-
tion, as the more participants we have, the bet-
ter the results. 

 Salary Survey   (cont’d from page 8) 
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ALA International News 

2006 ALA Regional Conferences 

Save the Dates! 

Region 1 
September 15—16, 2006 
Uncasville, Connecticut 
 
Region 2 
October 27— 28, 2006 
Louisville, Kentucky 
 
Region 3 
October 6—7, 2006 
Columbus, Ohio 
 
Region 4 
October 13—14, 2006 
Denver, Colorado 
 
Regions 5 & 6 
September 15—16 
Palm Springs, California 

ALA's Certified Legal Manager (CLM)SM 
Certification Program 

 CLMSM Dates and Locations 

  
  

Test Dates  Location  Application Deadline 
       
September 14, 2006 Atlanta, Georgia   August 4, 2006 
      
September 14, 2006 Chicago, Illinois   August 4, 2006 
      
September 14, 2006 Palm Springs, California  August 4, 2006 
   (in conjunction with the  
   Regions 5 & 6 Conference)     
   
September 14, 2006 Uncasville, Connecticut  August 4, 2006 
   (in conjunction with the  
   Region 1 Conference)   
 
For more information on the CLM program or for information to form a study group visit 
www.alanet.org/education or speak to your Education Director. 

 

On May 1-4, 2006, Shari Martin and Shiree 
Elliott represented the Membership Committee 
at the International ALA Conference in       
Montreal, Canada. The educational sessions, 
entertainment and food were great.  Our com-
mittee received an Honorable Mention award 
from the International Committee. If you did 
not attend, you missed out, but I understand 
some of the educational sessions will be avail-
able to you soon.  Here are photographs of just 
a few attendees from our chapter. 
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TITANIUM    
 Special Counsel   

PLATINUM    
 McCoy Workplace Solutions 

GOLD 
 Brand Coffee Service, Inc. 

 Robert Half International 

 Seamless Web Professional Solutions, Inc. 
SILVER 

 Attorney Resource/Houston 

 Court File America 

 Diversified Recruiting Services 

 Houston Express Couriers 

 Office Space Advisors, LLC 

 Providus Houston 

 Quest Personnel Resources 
 

BRONZE 
 Ad Hoc Legal Resources 
 Associated Counsel of America 

 Benchmark Filling & Shelving 

 Burnett Staffing Specialists 

 Corporate Care 

 Corporate Outfitters 

 EBF Office Products 

 Equitrac 

 Graf Legal Network 

 HIRECounsel Houston 

 Hudson Highland Group, Inc. 

 Jimenez Contract Services 

 Juris 

 Legal Specialties Plus 

 Mach 5 Couriers, Inc. 

 Océ  Business Services 

 Pathfinder/LL&D Insurance Group L.L.C. 

 Prescott Legal Professionals 

 Project Leadership Associates 

 SafeSite 

 ScoNet 

 Shelving Exchange 

 Star Engraving Co. 

 Tejas Office Products 

 Transnet Delivery Solutions 

2006  Houston Chapter ALA Sponsors 
COPPER 
 American Business Machines, Inc. 

 Art-Right, LLC 

 Bravo Restorations 

 Business Insurance Group 

 Canon Business Solutions 

 Cravens/Warren & Company 

 D. A. Baker & Associates 

 DocuCopy 

 Hotel ICON 

 Iron Mountain 

 ProDoc, Inc. 

 Rafte & Company 

 The Spillman Group 

 Williams Commercial Real Estate 

 Wright Business Technologies 

Hello to all our 2006 Sponsors!  Let me first say "THANK YOU" for 
your support of our sponsorship program.  We are so thrilled to be 
partnered with such wonderful vendors and hope to make this year 
even better than last. For more information check our website, 
www.alahou.org, or contact Regina Thompson, Committee Chair at 
713.650.6600 or Charles Cressy,  Committee Co-Chair at 
713.237.1221 for questions regarding the 2006 Program. 

Robin Hoffman, Director Vendor Relations 

Are You Ready to Gamble on a Good Time??    

Calling all ALA Members to join the Titanium, Platinum, Gold, Silver, 
and Bronze level Vendor sponsors at our annual Casino Party being 
held in the Tea Room at the Junior League-Houston on Thursday, 
August 24th.   You don’t want to miss this event…play black jack, 
craps or whatever game you like, there will be door prizes and give-
aways!  Check out the pictures from last year’s casino party: 



 

 

 

Is It Just Us* or What? by Bill Harvey 

Bill Harvey is ALA-Houston’s 

“Man on the Street” 

 *and shares his column with 
his wife this quarter... 

Charles H. Cressy, CLM 
Johnson Radcliffe Petrov & Bobbitt PLLC 
1001 McKinney, Suite 1000 
Houston, TX  77002-6424 
 

WWW.ALAHOU.ORG 

The Houston CourtYard 
Houston Chapter of   
The Association  of Legal Administrators 

 Many of you know that my wife and I have just returned from a fifth 
great vacation in Scotland.  Allow us to whet your appetite for a summer stay in 
this fabulous place.  First, three tips: 1) rent a car; feel the thrill of driving on that 
other side of the road. Not to worry! Eventually, that bone-crushing fear will fade 
into constant vigilance, and you’ll realize that you’ve gained the freedom and 
flexibility to plan your own personal and private adventures without being shack-
led to a railway timetable or some tour company’s nearly inflexible itinerary. 
Nothing can compare to the scenery you’ll see through your own windshield; 2) 
spoil yourself by booking into a series of four-star bed & breakfasts. They’re far 
less costly than hotels, and allow you the chance to meet fellow travelers from 
whom you’ll learn a great deal about other cultures while feasting on the best 
breakfasts you’ll ever eat.  Believe it: you won’t need lunch!  Also, the owners are 
a very rich source for those “not in the guide books” places of interest and activi-
ties; 3) forget locking every minute of your day into a set schedule -- it just won’t 
float.  You’ll quickly learn you can’t see and do it all, even over five visits.  Plan 
one thing to do or see in both the morning and afternoon, and anticipate that 
you might hit a rain shower or two.  Don’t forget to plan in an after-supper scenic 
drive, as the summer sun sets late. 

        Castles, gardens, cathedrals, abbeys, history, legends, wildlife, forests, 
meadows, hills, the Loch Ness monster and one pound coin.  Scotland has it all 
for you.  When you’re finally ready, call.  Borrow our books.  Let us tell you about 
Struan Hall B & B and our dearest friends in Scotland, Phyllis and Michael Ing-
ham.  You will come home loving both them and Scotland as much as we still do. 


